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Committee in Charge: 





John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society of the 
U. S., Chairman. 

C. F. Abbott, Vice-President and Director of 
Sales, Pictorial Clubs, Inc. 

E. W. Billman, Sales Manager, Fairmont 
Creamery Company. 

L. V. Britt, General Sales Manager, Burroughs 
Adding Machine Company. 

George Cain, Swift and Company. 

G. V. S. Carroll, General Sales Manager, Den- 
nison Manufacturing Company. 

W. W. Charters, Director, Bureau of Retail 
Selling, Carnegie Institute of Technology. 

Raymcnd J. Comyns, Assistant Sales Manager, 
Alexander Hamilton Institute. 

R. R. Deupree, General Sales Manager, Proc- 
ter & Gamble Company. 

R. B. Flershem, General Sales Manager, 
American Radiator Company. 

George W. Hopkins, Vice-President in Charge 
of Sales, The Columbia Graphophone 
Company. 

R. D. Leonard, General Manager of Domestic 
Sales, Atlantic Refining Company. 

E. J. Little, Branch Manager, The Wahl 
Company. 

Fred Mason, Vice-President, American Sugar 
Refining Company. 

Leuis L. McIlhenney, Sales Manager, Stephen 
F. Whitman & Son, Inc. 

Tom Jones Meek, Organization Manager, The 
Spirella Company, Inc. 

A. E. Phillips, General Sales Manager, The 
Welch Grape Juice Company. 

A. E. Pitcher, Director of Sales, Pyralin De- 
partment, E. I. DuPont de Nemours & 
Company. 

L... €. Rockhill, General Sales Manager, Good- 
year Tire and Rubber Company. 

William Sample, Vice-President and Sales 
Manager, Ralston Purina Company. 

Walter E. Smith, Vice-President, Park & Pol- 
lard Company. 

C. E. Steffey, General Sales Manager, Na- 
tional Cash Register Company. 

C. K. Woodbridge, President, Dictaphone Cor- 
poration. 

Martin Wolf, Sales Manager, Bussman Man- 
ufacturing Company. 

T. M. Stokes, Research Division Equitable 
Life Assurance Society of the U. S., Re- 
search Director. 

W. J. Donald, Managing Director, American 
Management Association, Secretary. 








Tentative Six-Year Program 
1923 


Report: THE TRAINING OF SALES- 
MEN 


(To be issued early in 1924) 


The report on the Training of Salesmen 
will consist cf three sections, as follows: 

1. The principles of training as applied 
to the sales crganization. This section will 
analyze the objectives of training and ex- 
plain the guiding principles that must be 
observed in developing an effective program 
of salesman training. 

2. The methods of training salesmen. 
This section will describe the various 
methods used by csmpanies with nation- 
wide selling crganizations. Among the 
training methods described will be: Cor- 
respondence Ccurses for Salesmen, Sales- 
man Manuals, Schccls in the Home Office, 
Travelling Schcols, Agency Schcols, Sales 
Conventicns and Educaticnal Conferences, 
Tests and Examinations. 

This section will not cnly explain methods 
used by agency managers in imparting in- 
formaticn to salesmen but will also discuss 
metheds cf showing them how to put this 
knowledge into practice by means of joint 
work in the field. 

3. Training programs developed in rep- 
resentative sales organizations. 

A unique feature of the Committee’s re- 
port will be the description of training 
programs developed by leading sales execu- 
tives. Section 2 shows how a number of 
companies have developed special methods 
for training salesmen. Section 3 goes a step 
further and shows how certain nationally 
known sales organizations have co-ordinated 
certain of these methods into systematic 
training programs. This section should be 
of special interest to the sales executive who 
is familiar with isolated methods of train- 
ing salesmen but is facing the problem of 
selecting those methods of most value to 
his own sales force and developing an all- 
around and comprehensive system of train- 
ing his men. 


1924 


Report: ORGANIZATION OF THE 
FIELD FORCE 


This report will cover: 


1. Kinds of field organizations best 
adapted for different kinds of sales organi- 
zations. 
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2. Discovery of talent—selecting, placing 
and promoting men. 

3. Determining size and location of agen- 
cies, number of salesmen per supervisor, 
etc. 

4. Budgetary Control. 

Method of Securing Information for Report 

1. Interviewing Sales Executives. 


2. Visits to representative agencies and 
branch offices. 


1925 


Report: _DEVELOPING METHODS 
OF MARKETING GOODS (SALES 
STRATEGY) 


This report will cover: 


1. Methods of Creating Demand. 

a. Through advertising, direct and in- 
direct campaigns. 

b. Through service to customers. 

c. Through creating good will in other 
ways. 

2. Developing Methods of Selling. 

a. Through analysis of buyer’s needs in 
relation to company’s product. 

b. Through a study of the selling tech- 
nique of successful salesmen. 

c. Sales quotas. 

3. Preparation cf Sales Manuals, Service 
Material, Literature for Prospects, 
etc. 

4. History of price policies. 

Method of Securing Information for Report 

1. Interviewing Sales Executives. 

2. Visits to representative agencies and 
branch offices. 

3. Work in the field with successful sales- 


men. 
1926 
Report: SUPERVISION OF FIELD 
FORCE 


This report will cover: 
1. The securing of adequate reports from 
the sales force. 
2. Measuring the progress of agencies. 
Preparation of agency Indexes in the 
Home Office. 
1. To measure progress of agencies. 
2. To show the agency manager 
where he stands. 
3. Control and stimulation of the Sales 
Personnel. 
a. By means of visits. 
b. By means of letters. 
c. By furnishing agency manager with 
significant facts and figures. 
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Method of Securing Information for Report 


1, Interviewing Sales Executives. 

2. Analysis of Sales Reports in Represen- 
tative Companies. 

3. Analysis of charts, maps, etc., used by 
sales executives in supervising their 
field representatives. 


1927 


Report. DEVELOPING THE FIELD 
MANAGERIAL STAFF 


This report will cover: 
1. Selecting Managers. 
. Training Managers. 
Supervising Managers. 
Method of Securing Information for Report 
1. Interviewing Sales Executives. 
2. Interviewing representative agency and 
branch managers. 
3. Visiting Training Courses for Man- 
agers. 


1928 


Report: THE WORK OF THE SALES 
LXECUTIVE 


This report will cover the most success- 
ful methods of carrying cut all of the recog- 
nized duties of the sales executive such as 
the organization and supervision of the sales 
force, the training of salesmen, forecasting 
changes in business conditions, creating de- 
mand for the company’s goods, developing 
metheds cf selling and measuring sales 
progress. 

Method of Securing Information for Report 

1. Members of the Committee in charge of 
the Sales Executives Division to outline 
their duties and their methods of perform- 
ing them. 

2. This together with information se- 
cured elsewhere to form the basis of a ques- 
tionnaire prepared by the Research Con- 
sultant and passed upon by the Committee. 

3. Research Consultant to interview per- 
sonally other sales executives and record 
their answers during the interview. 

4. Answers to questionnaire together with 

information given by members of the Com- 
mittee to serve as a basis for report on the 
functions of the Sales Executive. 
Note: The National Association of Sales Man- 
agers was consolidated on February 7 with 
the Sales Executives’ Division of the American 
Management Association. 





